For easy reference... 


1965 Editorial Index 


OOKING for an article on credit, repairs, landscaping 

or any of many other subjects which appeared in 
HOME & GARDEN SUPPLY MERCHANDISER dur- 
ing 1965? . 

If so, and if you're a dealer who keeps a file of back 
issues, the following editorial index for 1965 will come in 
as a handy reference. 

Subjects are arranged by categories and authors. 


Advertising 
Advertising Should Be Distinctively Yours 
Billboard Ads Have Place 
Children's Photos Spark Garden Supplier's Ads.... 
Co-op Advertising—A Great Wasteland 
Garden Supply Catalog Pays Off 
for Pennsylvanians 
Industry Advertising Not Moving Ahead 
Radio Show Keeps Garden Store on the Beam 


Authors 
Baker, John 
Service Shop Must Emphasize Preventive 
Maintenance, Not Just Repair 
Barden, James L. 
Business Places Tapping 
Garden Tractor Potential 
Blair, Jess F. 
Promotion Provides Christmas ‘'Sellout'’ 
Repairs Helpful to Dealer's Sales Volume 
Survey Shows Garden Stores Upgrading 
Merchandise and Type of Customer 
Brown, Robert H. 
Feed Firm Uses In-Town Location to 
Expand Garden Lines 
Gentry, Bill 
Franchise Garden Store Said to Net $22,468.... 
Gillingham, G.G. 
Dealer's Side of the Warranty Problem 
Hoeltke, William R. 
Who Buys Snow Throwers? 
Hoffman, Emmet J. 
Four Shops at Baltimore's Valley Mart Keep 
Customers Coming 
Inside Lights Never Go Off at Reed & Cross 
—Here's How "'Planscaper'’ Works 
Pennsylvanian's Sales Philosophy Spells Volume 
$120,000 Inventory on Shelves, 
None in Warehouse 
Holden, Bob 
"Everyone's a Snowmobile Prospect,” 
Says Garden Dealer 
Here's How Farmer Seed & Nursery Operates... 
Repeat Business Especially Important to 
Dealers in Smaller Cities 
Kennerly, A. B. 
Creativeness, Contemporary Thinking, Counseling 
Not Old Fashioned 
Kiesner, Jack 
Burwell's Emphasizes High-Style, High-Price, 
High-Quality Decorative Items 
Here's How Earl May Garden Center Operates. . Aug. 
Here's How Sears Garden Store Operates 
“Hobby” Nursery Sprouts to 
$110,000-a-Year Business 
Leading Distributor Offers Dealer Critique 
Kramer, George H. 
Premiums Build Sales 
Lear, Charles J. 
Can We Improve Warranty Service and Cut 
Warranty Costs? 


80 


Martin, Jack 
Low-Pressure Sales Method Effective 
Meyer, C. Paul 
Tractor, Rider Attachments Offer 
Profit Opportunities 
Nelson, Al P. 
Good Service Earns Repeat Customers 
Good Service, Public Relations Build Power 
Equipment Sales 
Henry Field's Stresses Modern Merchandising... . 
Husband, Wife Pool Talents for 
Garden Store Success 
Illinois Firm Gets 50% of Repair Jobs 
During Off-Season 
lowan Emphasizes Merchandising 
Winter Good Time for Institutiona! Sales 
Patch, F. Wallace 
Connecticut Dealer Stresses Individualism 
Garden Store Personnel Should Know "Basics" of 
Landscaping Design to Do Good Selling Job March 
Platt, Dean 
"Garden Store Dealers Should Appeal to Quality 
Market and Forget Mass Marketing" 
Rogers, John 
Affton's Birdhouse Center of St. Louis 
Bird Program Feathers Profit Nest 
Landscaping Dollars in New Construction 
10-15% of Property Value 
Should Go for Landscaping 
Rosenberger, Dr. Stanley E. 
Florida Garden Store Business Analysis—1964. . 
Storm, Bill 
Christmas Decorations Gild Sales 
Former Greenhouse Now Attractive 11,000 
Sq. Ft. Garden Store 
“Offer the New and Novel in 
Christmas Decorations" 
Ready, Willing ... 
Williams, Jim 
Repair Work Comes First 


Case Histories 


Advertising, Sharp Buying, Service Contribute to 
Georgia Chain's Success 


Attention to Details Builds Mower Business 

Bird Program Feathers Profit Nest 

Burwell's Emphasizes High-Style, High-Price, 
High-Quality Decorative Items 

Californian Invites Customers to Christmas 
Merchandise Preview 


Connecticut Dealer Stresses Individualism 
Creativeness, Contemporary Thinking, Counseling 
Not Old Fashioned 
Dealer Grosses $61,000 on Spraying Services 
Dealer Finds Tiller Rentals Pay Off 
Dealer ‘Moves In" Displaced Building 
for New Store 
"Everyone's a Snowmobile Prospect" 
Feed Firm Uses In-Town Location to Expand 
Garden Lines 
Firm Educates Customers About Its 10,000 Plants. . Feb. 
Former Greenhouse Now Attractive 11,000 
Sq. Ft. Garden Store 
Fountain Display Stimulates Sales 
Four Shops at Baltimore's Valley Mart 
Keep Customers Coming 
Franchise Garden Store Said to Net $22,468....March 
Garden Goods Complement Building Supplies 
Garden Supplier Grosses $90,000 on Pet Supplies. . Oct. 
Garden Supply Catalog Pays Off 
for Pennsylvanians 
Gift, Garden Lines Share Space 
Garden Tools Give Retailer “Icing on the Cake"... .July 
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Gift, Garden Lines Share Space 
Good Display Sells Shovels, Rakes, Edgers, 
Trimmers, Hose 
Good Merchandising Boosts Californian's Profits. . Feb. 
Good Profit on Quality Roses 
Good Service Earns Repeat Customers 
Good Service, Public Relations Build 
Power Equipment Sales 
Henry Field's Stresses Modern Merchandising 
Here's How Agway Garden Store Operates 
Here's How Earl May Garden Center Operates... 
Here's How Farmer Seed and Nursery Operates... 
Here's How Ohioan Keeps Good Employees 
Here's How Sears Garden Store Operates 
"Hobby" Nursery Sprouts to 
$110,000-a-Year Business 
Husband, Wife Pool Talents 
for Garden Store Success 
Illinois Firm Gets 50% of Repair Jobs 
During Off-Season 
Inside Lights Never Go Off at Reed & Cross 
—Here's How ''Planscaper'’ Works 
lowan Emphasizes Merchandising 
lowan Sells 40 Garden Tractors ''At Full Markup". . 
Japanese Garden Helps Sell Landscaping 
Kentuckian Grosses $28,000 on Rentals 
Landscaping Dollars in New Construction 
Landscaping, Garden Store, Wholesale Nursery 
Keep Indiana Firm Prospering 
“Late January Not Too Early to Promote Mowers" 
Low-Pressure Sales Method Effective 
Minnesota Garden Supply Dealer Says 
Exposure Sells Snowmobiles 
Month-By-Month Promotion Schedule Coordinates 
Sales Efforts of Wisconsinites 
Name Brands Pay Off in More Sales 
New York Nursery Offers Unusual Christmas Gifts Aug. 
Night Lighting Called Good Investment 
Oct. 15 Opens Holiday Season at 
Baltimore's Valley Mart 
“Offer the New and Novel in 
Christmas Decorations" 
Oklahoman Cites Value of Regular Promotions... . Sept. 
$120,000 Inventory on Shelves, None in Warehouse June 
Parts Department Core of Floridian's Business 
Pennsylvanian Sells Snow Throwers in 
40 Mile Radius 
Pennsylvanian's Sales Philosophy Spells Volume... 
Pottenger's Doesn't Believe in ''Browsing'’ 
Power Equipment Rentals Important 
Department at Kansas Firm 
Promoting Seasonal Items Helps 
Build Store Traffic 
Promotion Provides Christmas ''Sellout"’ 
Promotional’ Line Big Asset at Akron Firm.. 
Quality Garden Tools 
Radio Show Keeps Garden Store on the Beam 
Ready, Willing . . . and Abel's 
Remodel Downtown or Move to Suburbs? 
Repair Work Comes First 
Repeat Business Especially Important to 
Dealers in Smaller Cities 
Segelin's Measures Success in Profits 
Self-Service Order Desk Helps Kansans Sell Plants 
South Dakotan's Business Is Family Affair 
Start Selling Mowers Early in the Season 
Texan Does Good Mower Business Without 
Shop or Big Display Area 
Texas Dealer Offers Four Policies for Success..... 
10-15% of Property Value 
Should Go for Landscaping 
Washington Firm Has Complete Sales, 
Service Department 
Winter Good Time for Institutional Sales 
Wisconsin Firm Ties in Greenhouse, 
Garden Store Profitably 
Wisconsinite Accentuates Growing Stock 
Woman Dealer Keeps Up on Latest 
Equipment Styles 
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Make 
more 


money 


by selling 
less peat 
moss. 


That’s right. By stocking and 
selling small packages of peat 
moss, you give your customers 
what they really want, just 
enough peat moss for small 
gardens, terraces and flower pots 
in easy-to-handle and -use 
packages. And you make a full 
40% profit. 
Premier gives you the largest assortment of 
compactly packaged peat moss—four different sizes, 
the Karry Bale (1% cu. ft.), Pick-Up Bale (% cu. ft.), 
Garden Pak (3 pecks), and the Plant Pak (1 peck). 
Premier’s easy to handle packages cut your costs of 
handling, storage and display space. And with 
Premier’s lower prices for 1966 you make a bigger profit. 
What’s more, buy any 10 cases of Premier Peat Moss 
in packages and get an extra 15% Saving on Premier 
Pep Pots® and Pep Trays®—the planting pots made 
of peat moss. That gives you a Pep profit of up to 
83%—a $99.72 profit on only a $20.28 investment. 


Free $120 Offer 


Premier gives you absolutely free 3,000 (1 case) 2%” 
round Pep Pots® with every Premier carload or direct 
truckload shipped before February 15, 1966. They’re 
worth 4¢ each at retail—for an extra $120 profit for 
you FREE. Order now from Premier or your local 
garden distributor. 


Premier Peat Moss 
makes money grow 


Nobody gives you more promotions and more 
merchandising aids than Premier because Premier is 
the biggest, and most aggressive company in 

the peat moss business. 


PREMIER PEAT MOSS CORPORATION 
25 West 45th St., New York, N. Y. 10036 (212) 757-7606 


Circle No. 50 on Reply Card to Get Details 
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Credit 

There's More to Installment Credit Programs Than 
Deciding If Customers Can Make Payments... .Aug. 

Customer Relations 

Bird Program Feathers Profit Nest 

"Garden Store Dealers Should Appeal to Quality 
Market and Forget Mass Marketing" 

Garden Store Earns Customers’ Loyalty 

Henry Field's Stresses Modern Merchandising 

It's a Woman's World, Too 

On-the-Job Practice Leads to Improved 
Selling Proficiency 

Price Alone Won't Make Customer Buy 

Public Appearances Offer Opportunities to 
Make Customers 


Display 

Burwell's Emphasizes High-Style, High-Price, 
High-Quality Decorative Items 

Californian Invites Customers to Christmas 
Merchandise Preview 


“Display Statuary En Masse,"' California 
Dealer Suggests 
For Green Goods Success: Show and Sell 
Fountain Display Stimulates Sales 
Good Display Sells shovels, Rakes, Edgers, 
Trimmers, Hose 
Good Display Techniques Help Seil Patio Stones... 
Good Display Techniques Pay Off for Floridians... 
Good Merchandising Boosts Californian's Profits. .Feb. 
Night Lighting Called Good Investment 
"Offer the New and Novel in 
Christmas Decorations" 
$120,000 Inventory on Shelves, None 
in Warehouse 
Oregon Dealer Finds Shopping Center Location 
Unique, Challenging, Profitable 
Planning: Key to Good Store Displays 
Score Card tor Rating Your Garden Store 
Texan Does Good Mower Business Without 
Shop or Big Display Area 
These Displays Heip Sell Edgers, Trimmers, 
Garden Tools (Photo Story) 


Editorials 

Does Punch Card Selling Fit Garden Field? 

50% of Dealers Plan to Expand Stores.......... 
How Much Merchandising Assistance? 

ls Price Being Overemphasized? 

It's a Woman's World, Too 

Knowing More About Our Business.............. Oct. 
Location Ranks No. | as a Buying Factor 
Planning: Key to Good Store Displays 
Score Card for Rating Your Garden Store 
Significant Opinions trom industry Leaders 
Some Problems Grow with Size of Store 
Yard Care Activities Fit Our Ecenomy 


Employee Relations 
Here's How Ohioan Keeps Good Employees 


Equipment Rentals 
Dealer Finds Tiller Rentals Pay Off 


Fertilizers, Lime, Peat 

Balance Organic Soil with Fertilizer 

11 Benefits from Peat Added to Mineral Soil 

Lawn Grasses Need Lots of Nitrogen 

Lawns Need Fertilizer 

Peat Mixes Ideal Soil Replacers 

Soil Tests Are Sure Guide for Fertilizer and Lime. . April 
What Do You Know About Lime? 


Financing 
Financial Audit Serves Better Management 


Simple Way to Figure Gross Profit on Selling Price April 
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Landscaping 
B&B Primer 
Creative Landscaping Has Dealer Sales Potential March 
Driveway Landscaping Safety Precautions 
Garden Store Personnel Should Know ''Basics" of 
Landscaping Design to Do Good Selling Job. ..March 
Here's How ''Planscaper'' Works 
"Hobby" Nursery Sprouts to 
$110,000-a-Year Business 
Japanese Garden Helps Sell Landscaping 
Landscaping Dollars in New Construction 
Landscaping, Garden Store, Wholesale Nursery Keep 
Indiana Firm Prospering 
Landscaping Plan Done, Who Will Do the 
Actual Work? 
Los Angeles Firm Leases Trees, Shrubs and Lawns. .June 
Points to Emphasize in Giving Landscape Advice March 
Property Beautification, Green Thumb Appeal, Value 
Increase Top Price Appeal 
Stone Offers Customers Beauty, Utility 
10-15% of Property Value Should 
Go for Landscaping 
Use of Wild Plants in Landscaping Jobs 


Lawn Care 
Dealer Assistance Needed in Lawn Care : 
European Chafer Cause of Many Lawn Problems. . Sept. 
Expert Offers Advice on Weed Killer Application June 
Four Dealers Hike Profits with Underground 
Sprinkling Systems 
4,100,000 Power Mowers Sold in 1964; Forecast 
for 1965—4,200,000 
Infrequent Mowing May Harm Lawns 
Late Summer Ideal for Starting Lawns 
News Photo Brings Customers Flocking 
for De-Thatching 
Second Annual Lawn Mower Merchandising 
Guide Supplement 
Specifications for 1965 Mowers 
Time Is Ripe for Reseeding Lawn 
Tractor, Rider Attachments Offer 
Profit Onportunities 


Maintenance 


Automated Sprinkling System Saves California 
Nursery All-Day Watering Job 

Container Stock Care 

Dealer's Side of the Warranty Problem 

Kansan Cuts Service Shop Overhead 

It's a Woman's World, Too 

Parts Department Core of Floridian's Business 

Repair Work Comes First 

Repairs Helpful to Dealer's Sales Volume 

Service Shop Must Emphasize Preventive 
Maintenance, Not Just Repair 


Management 


Cards Facilitate Inventory Cost Records 

Christmas Tree Sales Call for Good Planning 

50% of Dealers Plan to Expand Stores 

Florida Garden Store Business Analysis—1964.... 

Franchise Garden Store Said to Net $22,468.... 

"Garden Store Dealers Should Appeal to Quality 
Market and Forget Mass Marketing’ 

Garden Supply Specialists Have Natural Advantage 
Over Mass Merchandisers 

Here's How Dealers Figure Equipment 
Service Charges 

Here's How Farmer Seed & Nursery Operates 

"Hobby" Nursery Sprouts to 
$110,000-a-Year Business 

ls Price Being Overemphasized 

Kansan Cuts Service Shop Overhead 

Leading Distributor Offers a Dealer Critique—Co-op 
Advertising—A Great Wasteland 

Operating Analysis Can Point to Five Ways 
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There's More to Installment Credit Programs Than 
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Customer Relations 
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‘Garden Store Dealers Should Appeal to Quality 
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Burwell's Emphasizes High-Style, High-Price, 
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Editorials 


Knowing More About Our Business.............. Oct. 
Location Ranks No. | as a Buying Factor 
Planning: Key to Good Store Displays 
Score Card for Rating Your Garden Store 
Significant Opinions trom industry Leaders 
Some Problems Grow with Size of Store 
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11 Benefits from Peat Added to Mineral Soil 
Lawn Grasses Need Lots of Nitrogen 

Lawns Need Fertilizer 
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Christmas Tree Sales Call for Good Planning 
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Florida Garden Store Business Analysis—1964... .Sept. 

Franchise Garden Store Said to Net $22,468....March 

"Garden Store Dealers Should Appeal to Quality 
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Garden Supply Specialists Have Natural Advantage 
Over Mass Merchandisers 
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Service Charges 
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to Increase Sales 
Pricing, Margins Challenge Garden Store Managers May 
Repeat Business Especially Important to 
Dealers in Smaller Cities 
Significant Opinions from Industry Leaders Aug. 
Simple Way to Figure Gross Profit on Selling Price April 
Some Problems Grow with Size of Store 
Spring Sales Brisk in Most Garden Stores 
Stock Turnover and Profits 
There's More to Installment Credit Programs Than 
Deciding if Customers Can Make Payments 


Merchandising 

Bird Program Feathers Profit Nest 

Burwell's Emphasizes High-Style, High-Price 
High-Quality Decorative Items 

Californian Invites Customers to Christmas 
Merchandise Preview 

Christmas Decorations ''A Natural" 

Christmas Tree Sales Call for Good Planning 

Connecticut Dealer Stresses Individualism 

Demonstrations, Displays Help Sell Tractors 

Department Store Buyer Offers Some Garden 
Store Selling Tips 

Does Punch Card Selling Fit Garden Field? 

Four Shops at Baltimore's Valley Mart Keep 
Customers Coming 

Garden Tools Give Retailer ‘Icing on the Cake"... 

Good Merchandising Boosts Californian's Profits. . 

Henry Field's Stresses Modern Merchandising 

Here's How Earl May Garden Center Operates... 

Here's How Farmer Seed & Nursery Operates.... 

Here's How Sears Garden Store Operates 

Holiday Preview Popular 

How Much Merchandising Assistance? 

Inside Lights Never Go Off at Reed & Cross—Here's 
How ''Planscaper’’ Works 

lowan Emphasizes Merchandising 


Leading Distributor Offers a Dealer Critique—Co-op 
Advertising—A Great Wasteland 
Medary "Upgrades" Nursery Sales 
Merchandising Ideas for Bedding Plants 
Minnesota Garden Supply Dealer Says Exposure 
Sells Snowmobiles 
Month-by-Month Promotion Schedule Coordinates 
Sales Efforts of Wisconsinites 
$120,000 Inventory on Shelves, None in Warehouse June 
Premiums Build Sales Oct. 
Promoting Seasonal Items Helps Build Store Traffic Sept. 
"Promotional" Line Big Asset at Akron Firm 
Sells Bare-Root Stock in Shaving-Filled Cans 
Start Selling Mowers Early in the Season 


Pesticides 
Application Tips for Pesticides 
Dealer Grosses $61,000 on Spraying Services 
Expert Offers Advice on Weed Killer Application. .June 
Pesticide Label Important 
Promote Application of Pre-emergence 
Crabgrass Killers 


Pet Supplies 
Bird Program Feathers Profit Nest 
Creativeness, Contemporary Thinking, Counseling 
Not Old Fashioned 
Garden Stores Earn Share of $1 Billion 
Pet Business 
Garden Supplier Grosses $90,000 on Pet Supplies. . Oct. 
lowan Emphasizes Merchandising 
Pet Supplies Good Line 
Tropical Fish Good Item if Given Proper Care 


Plants, Shrubbery 

All-American Roses for 1966 Top Demand 
for Early Sales 

Automated Sprinkling System Saves California 
Nursery All-Day Watering Job 


January, 1966 


PUVVDVIID 


p. 
p. 
ps 
p. 


2 2 


Sell 
more 


peat moss 
with our 
Money 
Tree. 


Offer your customers a $2.95- 
value live miniature citrus fruit 
tree, orange, lemon or lime, 

for only $1 with every King Size 
bag of Premier Peat Moss. 

Build profitable peat moss volume 
and you don’t even have to 
handle the premium! Your 
customers send $1 and coupon 
off the bag to the address on 
coupon. There are two King Size 
bags, King “6” and King “3”, 
both bulk-packed bags, not 
compressed bales. Tell your customers that this is 
Premier Peat Moss, peat moss they won’t have to 
break apart. Tell them how the Premier King Size 
bag is so easy to handle. And tell them about the 
citrus fruit tree offer. And let them see Premier’s 
attractive point-of-sale display that we send you free 
with your order. 


Free $120 Offer 


Premier gives you absolutely free 3,000 (1 case) 214” 
round Pep Pots® with every Premier carload or direct 
truckload shipped before February 15, 1966. They’re 
worth 4¢ each at retail—for an extra $120 profit for 
you FREE. Order now from Premier or your local 
garden distributor. 


Premier Peat Moss 
makes money grow 


Nobody gives you more promotions and more 
merchandising aids than Premier because Premier is 
the biggest, and most aggressive company in 

the peat moss business. 


PREMIER PEAT MOSS CORPORATION 
25 West 45th St., New York, N. Y. 10036 (212) 757-7606 
Circle No. 51 on Reply Card to Get Details 


tised for 
$2.95. Only $1 with cou- 
pon from King-size bag. 
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B&B Primer 
Buyers Seek More Information When Buying 
Nursery Products 
Color-Coded Tag Speeds Up Price Labeling Work March 
Container Stock Care Discussed 
Creative Landscaping Has Dealer Sales Potential March 
Custom Digging of Specimen Plants 
Customers Have Need for Rose Care Advice...... 
Dealer's Big Asset Is His Horticultural Know-How April 
Firm Educates Customers About Its 10,000 Plants. . Feb. 
For Green Goods Success: Show and Sell 
Give Indoor Plants an Outdoor Vacation 
Good Profit on Quality Roses 
Inspect Planting Stock for Bumps, Swelling 
Landscaping, Garden Store, Wholesale Nursery Keep 
Indiana Firm Prospering 
March Good Month for Dormant Spraying 
Medary ‘Upgrades’ Nursery Sales 
Merchandising Ideas for Bedding Plants 
Nation's Elderly Enjoy House Plant Gardening 
Nurseryman Suggests Using Best Trees........... Feb. 
Oversupply Hurts Cut Rose Industry 
Property Beautification, Green Thumb Appeal, Value 
Increase Top Price Appeal... 
Self-Service Order Desk Helps Kansans Sell Plants Feb. 
Sells Bare-Root Stock in Shaving-Filled Cans 
Small Arboretum Helps Sell Plants 
10-15% of Property Value Should Go 
for Landscaping 
Unsymmetrical Plantings Have Their Benefits 
Wisconsin Firm Ties in Greenhouse, Garden 
Store Profitably 
Wisconsinite Accentuate: Growing Stock 


vo 
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Power Equipment 

Attention to Details Builds Mower Business 

Business Places Tapping Garden Tractor Potential. . Aug. 
Can We Improve Warranty Service and Cut 

















NEW ALL PURPOSE 
GROWING MEDIU 


tested 
research 
formula 


All Plants 
Cuttings 
Seeds + Bulbs 
AfricanViolets 
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Warranty Costs? 
Cards Facilitate Inventory Cost Records 
Chain Saws Slice Winter Slack Time 
at Garden Stores 
Dealer Finds Tiller Rentals Pay Off 
Dealer Rents Tillers 
Dealer's Side of Warranty Problem 
Demonstrations, Displays Help Sell Tractors 
Everyone's a Snowmobile Prospect 
Fast, Efficient Guaranteed Work Builds 
Service Profits 
4,100,000 Power Mowers Sold in 1964; Forecast for 
1965—4,200,000 Units 
Garden Tractor, Rider, Tiller Merchandising Guide. . 
Garden Tractor Sales Reach 125,000; Tiller Sales 
Remain at 400,000 Units 
Get in the Drift on Snow Vehicle Sales 
Go After Snow Thrower Sales Early 
Good Merchandising Boosts Californian's Profits... 
Good Service Earns Repeat Customers 
Good Service, Public Relations Build Power 
Equipment Sales 
Here's How Dealers Figure Equipment 
Service Charges 
Illinois Firm Gets 50% of Repair Jobs 
During Off-Season 
lowan Sells 40 Garden Tractors 
“At Full Markup" 
Kansan Cuts Service Shop Overhead 
Late January Not Too Early to Promote Mowers. . .Feb. 
Leading Distributor Offers a Dealer Critique 
Lower Price Units Clear Path to More 
Snow Thrower Sales 
March Storms Bring Snow Thrower Sales Flurry.... 
Minnesota Garden Supply Dealer Says 
Exposure Sells Snowmobiles 
Modifications Broaden Tiller Sales Prospects 
Parts Department Core of Floridian's Business 


ROOT -LOWELL 
® 


The line 
for Spring } 
Profit! 


Now’s the time to or- 
der garden supplies 
for the 66 growing 
season. For com- 








MORE THAN A POTTING SOIL | 


o 4 





Not to be confused with potting soils. Starts 
seeds, roots cuttings, bulbs. For all plants, 


pressed air sprayers, 
hand sprayers, dust: 
ers, Root-Lowell 
offers most. Get the 
R-L Catalog. Choose 
your stock from the 
finest. 


America's leading 
garden sprayer — 
Root-Lowell No. 133 
Compact* 1% gal., 
30” plastic hose 
with 15” brass ex- 
tension. Exclusive 
Revolvo* nozzle. 


Island display of 
No. 133 sprayers. 
Wood grain. Hand- 
some. Holds six 
sprayers. Variety of 
colors: red, green, 
blue, yellow and 
coppertone. 


indoors and out. 4 qts. dry in drawstring 
closing poly bag. Amazing results! 
OTHER POPULAR HOFFMAN PRODUCTS: 5-10-10 Fertilizer, 
Bone Meal, Cow Manure, Rose Food, Sheep Manure, Peat 


Moss, Organic Plant Food, Cocoa Shell Mulch, Lime, Azalea 
and Evergreen Food, Vermiculite. 


A. H. Hoffman, Inc., Landisville, Pa. and Sheldon, Ill. 


Circle No. 52 on Reply Card to Get Details 


DEALERS: Specify Root-Lowell to your 
wholesaler. Complete line/big quality. 


ROOT-LOWELL CORPORATION 


Division of Root-Lowell Manufacturing Co. Dept. H.G. 
LOWELL, MICHIGAN 49331 616/TW 7-9212 


*Trademark 
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Pennsylvanian Sells Snow Throwers in 
40 Mile Radius 
Pennsylvanian's Sales Philosophy Spells Volume. .Sept. 
Power Equipment Rentals Important Department 
at Kansas Firm 
Repair Work Comes First 
Repairs Helpful to Dealer's Sales Volume 
Second Annual Lawn Mower Merchandising 
Guide Supplement 
Service Shop Must Emphasize Preventive Maintenance, 
Not Just Repair 
Significant Opinions from Industry Leaders 
South Dakotan's Business Is Family Affair 
Specifications for 1965 Garden Tractor and 
Rider Lines 
Specifications for 1965 Mowers 
Specifications for 1965 Self-Propelled 
Garden Tillers 
Specifications for 1965 Tiller Attachments 
Specifications for 1965-66 Chain Saws 
Specifications for 1965-66 Motorized 
Snow Vehicles 
Specifications for 1965-66 Snow Equipment 
Spring ''Make-Ready" Tips on Power 
Lawn Mowers 
Start Selling Mowers Early in the Season 
Texan Does Good Mower Business Without Shop 
or Big Display Area 
Third Annual Snow Removal Equipment Guide..... 
Tractor, Rider Attachments Offer 
Profit Opportunities 
What's New? Hardware Show Has Answers 
Who Buys Snow Throwers? 
Winter Good Time for Institutional Sales 
Woman Dealer Keeps Up on Latest 
Equipment Styles 


Products 
Affton's Birdhouse Center of St. Louis 


Give 
us 10 
and we'll 
give 
you 1d. 


Premier has a special offer for 
1966 that gives you a 15% 
savings on Pep Pots® and Pep 
Trays®, the planting pots made 
of peat moss. Just order any 10 
case assortment of Premier Peat 
Moss packages and we’ll give you 
a 15% savings when you buy 
our Pep Pots/Pep Trays. 
Premier peat moss packages 
give you a full 40% profit. Give your customer what 
he wants, just enough peat moss for gardens, terraces 
and flower pots in easy-to-handle and -use packages. 
You also cut costs on handling, storage, and 
display space. 
Pep Pots are made in Finland of long fibre sphagnum 
peat moss from brown virgin heartwood wood pulp. 
Provides quick and easy root penetration, and root 
aeration. Porous. With the 15% savings on Pep Pots 
you can make up to 83% profit. Here’s how. 1 case 
(3000) 2%” round Pep Pots costs you $20.28. At 4¢ 
each retail, your profit is $99.72! Pep Pots/Pep Trays 
come in 10 sizes and shapes. Order 10 cases of 
Premier packages and get 15% savings on Pep Pots. 


Free $120 Offer 


Premier gives you absolutely free 3,000 (1 case) 2%” 
round Pep Pots® with every Premier carload or direct 
truckload shipped before February 15, 1966. They’re 
worth 4¢ each at retail—for an extra $120 profit for 
you FREE. Order now from Premier or your local 


NURS ER 
WE GIVE 3&7 GREEN STAMPS 
BEDDING PLANTS 


BIRD OF PARADISE 
TROPICALS 


SIGN OF A SMART 
BUSINESSMAN 


Now! Bring in the business from the hundreds of 
potential customers who daily walk and drive by 
your business. Advertise your daily specials with an 


eye-catching Berloc Quik-Change marquee. All alu- 
minum construction guaranteed 20 years. Your choice 
of brilliant baked-enamel finishes. Berloc signs are 
shipped to you completely assembled, ready for im- 
mediate use. Priced low—10-foot by 44-inch mar- 
quee only $179.50. Write for free brochure today! 


BERLOC QUIK-CHANGE SIGNS 
1230 West 253rd St. © Harbor City, Calif. 


Circle No. 55 on Reply Card to Get Details 
January, 1966 


garden distributor. 


Premier Peat Moss 
makes money grow 


Nobody gives you more promotions and more 
merchandising aids than Premier because Premier is 
the biggest, and most aggressive company in 

the peat moss business. 


PREMIER PEAT MOSS CORPORATION 
25 West 45th St., New York, N. Y. 10036 (212) 757-7606 
Circle No. 54 on Reply Card to Get Details 
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Artificial Flowers Big Business... 

Artificial Flowers Grow Real Profits 

Bagged Compost, Sandy Soils Provide ''Good, 
Clean Profit" 


Burwell's Emphasizes High-Style, High-Price, High-Quality 


Decorative Items 
Christmas Decorations ''A Natural" 
Christmas Decorations Gild Sales 
Dealer Says Quality Hose and Sprinklers 
Most in Demand 
"Display Statuary En Masse," California 
Dealer Suggests 
Driftwood Products Prove Popular 
"Everyone's a Snowmobile Prospect" 
Fountain Display Stimulates Sales 
Four Dealers Hike Profits with Underground 
Sprinkling Systems 


Garden Tools Give Retailer ‘Icing on the Cake’... 


Get in the Drift on Snow Vehicle Sales 

Gift, Garden Lines Share Space 

Good Display Sells Shovels, Rakes, Edgers, 
Trimmers, Hose 

Good Display Techniques Help Sell 
Patio Stones 

Good Quality, Full Display and Variety Called 
Garden Tool Sales Necessities 

Here's How Farmer Seed & Nursery Operates 

Holiday Lighting Puts Glow in December 
Sales Picture 

It's a Woman's World, Too 

New York Nursery Offers Unusual 
Christmas Gifts 

Oct. 15 Opens Holiday Season at Baltimore's 
Valley Mart 

“Offer the New and Novel in 
Christmas Decorations” 

Promoting Seasonal Items Helps Build 
Store Traffic 


Quality Garden Tools 

Selling Wood Fence Profitably 

Stone Offers Customers Beauty, Utility 

Tractor, Rider Attachments Offer 
Profit Opportunities 


Promotion 
Big November Sale Moves Tons of 
Garden Products 
Bird Program Feathers Profit Nest 
Garden Supply Catalog Pays Off 
for Pennsylvanians 
Go After Snow Thrower Sales—Early 
Henry Field's Stresses Modern Merchandising 
Holiday Preview Popular 
Month-by-Month Promotion Schedule Coordinates 
Sales Efforts of Wisconsinites 


Mowing Contest Sparks Lawn. Garden Interest.... 


Oct. 15 Opens Holiday Season at Baltimore's 
Valley Mart 


Pennsylvanian Sells Snow Throwers in 

40 Mile Radius 
Promotion Provides Christmas ‘'Sellout'’ 
Radio Show Keeps Garden Store on the Beam 


Repair Service 

Can We Improve Warranty Service and Cut 
Warranty Costs? 

Dealer's Side of Warranty Problem 

Fast, Efficient Guaranteed Work Builds 
Service Profits 

Good Service Earns Repeat Customers 

Good Service, Public Relations Build Power 
Equipment Sales 

Here's How Dealers Figure Equipment 
Service Charges 

Illinois Firm Gets 50% of Repair Jobs 
During Off-Season 

Kansan Cuts Service Shop Overhead 

Parts Department Core of Floridian's Business 

Repair Work Comes First 

Repairs Helpful to Dealer's Sales Volume 

Replacement Engine Advantages 

Service Shop Must Emphasize Preventive Maintenance, 
Not Just Repair 

South Dakotan's Business Is Family Affair 


Services 
Dealer Grosses $61,000 on Spraying Services 
Los Angeles Firm Leases Trees, Shrubs and Lawns. .June 


Sign-of-the Month 


Ask for Our Patio Plans, Materials 
Test Drive a Garden Tractor in Your Yard 


Store Layout, Location 

Dealer ''Moves In'’ Displaced Building for 
New Store 

50% of Dealers Plan to Expand Stores 

Former Greenhouse Now Attractive 11,000 sq. ft. 
Garden Store 

Four Shops at Baltimore's Valley Mart Keep 
Customers Coming 

Franchise Garden Store Said to Net $22,468....March 

Inside Lights Never Go Off at Reed & Cross— 
Here's How ''Planscaper'' Works 

Location Ranks No. | as a Buying Factor 

Oregon Dealer Finds Shopping Center Location 
Unique, Challenging, Profitable 


Score Card for Rating Your Garden Store 
Wisconsin Firm Ties in Greenhouse, Garden 
Store Profitably 


Surveys 


Garden Stores Upgrading Merchandise and 
Type of Customer 


GREENLIFE. GROW-POWER 7= 
MAKES PROFITS BLOOM! | 2=""= 


TURE ww TREE 


These are the ones that gardeners go ditioner built-in. It’s decorative, too. FOOD 
for! Naturally safe, naturally effective Pleasant and easy to use, with a fresh, 10-6-4 
Greenlife lawn and garden products fragrant pine bark aroma. Why not gon 
made with 100% organic pine bark! invest in a money crop? Get the full 
Every Greenlife product has soil con- Greenlife story today. 


MADE WITH 100% ORGANIC PINE BARK 
GREENLIFE PRODUCTS COMPANY Flower & Vegetable Fertilizer » Evergreen Food « 


 _, WestPoint, Virginia Turf & Tree Food * Rose Food « Azalea Food « 
A Subsidiary of The Chesapeake Corporation of Virginia Vita-Mend « Pine Bark Mulch « Soil Conditioner 
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Knowing More About Our Business 

Most Lawn Equipment Bought After Move to 
New Homes 

Property Beautification, Green Thumb Appeal, Value 
Increase Top Price Appeal 

Spring Sales Brisk in Most Garden Stores 

Trends in Gardening Growth 

Wie: BUVs, SHOW THROWS? oe:5 sick eyaieisie wee acters July 


Swim Pools, Patios 


Above-Ground Pools Yield Profits to 
Garden Stores 
Good Display Techniques Help Sell Patio Stones... 
Japanese Garden Helps Sell Landscaping 
New Test for Pool Chemicals... 
Oregon Dealer Finds Shopping Center Location 
Unique, Challenging, Profitable 


Trends 


Business Places Tapping Garden 
Tractor Potential 


4,100,000 Power Mowers Sold in 1964; Forecast for 
1965—4,200,000 Units 

50% of Dealers Plan to Expand Stores 

Garden Tractor Sales Reach 125,000; Tiller Sales 
Remain at 400,000 

Get in the Drift on Snow Vehicle Sales 

Here's How Agway Garden Store Operates 

Here's How Earl May Garden Center Operates... 

Lower Price Units Clear Path to More Snow 
Thrower Sales 

1965 Mower Lines Bring ''New Look" 

What's New? Hardware Show Has Answers 

Yard Care Activities Fit Our Economy 


Sell of lar 


Miniature Roses 


%& In Bud and Bloom 

%& Dormant in Pots for 
Immediate Sales 

%& Dormant for Forcing for 
Later Sales 


No matter how you look at it, 
Star Miniature Roses are a red- 
hot profit item for many reasons 
...they’re a good mark-up item; 
they’re unusual, different, and 
beautiful; they’re a good traffic 
builder; and they can be sold in 
so many different ways. 

1. You can order them already in 
bud and bloom for immediate 
sales for special occasions such as 
Easter and Mother’s Day. 

. You can sell dormant plants in pots 
as received. They make a very unus- 
ual gift item — easy to merchandise 
and dramatize. 


3. Or you can order dormant plants in pots and 


in 
ROSES” 


force them yourself for any occasion... any | 


time you want to make extra money. 
Write today for color folder and prices, special offers, 


and sales aids which tell you how to make Big Money | 


from Little Roses. 


West Grove 456, Pa. 
Growers of Famous Star Roses 
Circle No. 57 on Reply Card to Get Details 
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There's 
much more 
mulch in 
Spagmos 
Mulch. 


More 
profit, too. 


Only Premier offers a new 
compact, compressed bale of 
mulch. This new packaging puts 
7 cu. ft. of mulch compressed 
into a 4 cu. ft. bale. Give your 
customers this better value. 
Lowest cost per cubic foot of any 
mulch sold in bags. And you 
make easier, more profitable 
sales. 

You also get co-op advertising 
cash from Premier. On 50 bales 
of Spagmos you get $10. 100 bales, get $25. 200 bales, 
$55. And every 100 bales over 200, get $27.50 per 100. 
Just send Premier your tear sheets and we send you 
the cash allowance. Co-op advertising photos and 
mats, free with any order. And that’s not all. With 
every order, any size, you get free envelope stuffers 
and a two by five-foot plastic banner for indoor 

or outdoor display. 


Free $120 Offer 


Premier gives you absolutely free 3,000 (1 case) 214” 
round Pep Pots® with every Premier carload or direct 
truckload shipped before February 15, 1966. They’re 
worth 4¢ each at retail—for an extra $120 profit for 
you FREE. Order now from Premier or your local 
garden distributor. 


Premier Peat Moss 
makes money grow 


Nobody gives you more promotions and more 
merchandising aids than Premier because Premier is 
the biggest, and most aggressive company in 

the peat moss business. 


PREMIER PEAT MOSS CORPORATION 
25 West 45th St., New York, N. Y. 10036 (212) 757-7606 
Circle No. 58 on Reply Card to Get Details 
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